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No. 6

Faithful in Little Things
THE
meticulous care with which a
"Standard Oil" salesman recently attended to the renewal of an unimportant
contract for a season's supply of fuel oil,
made a strong impression on a certain
suburban householder.
According to the householder's statement, when he thinks of oil, he thinks of
"Standard" oil. If he had given the
matter of his season's supply a thought, it
would have been to wonder how he was
going to induce the mighty "Standard" to
bother with the insignificant amount which
he requires to operate his house-heating
plant during a part of the winter season.
So it was with considerable interest that
the householder observed the solicitude
displayed by the salesman in seeking a
renewal of the contract. No more care or
courtesy could have been given to an explanation of the reasons why renewal at
that time was desirable, to the assurances
of benefits, and to the ease with which the
renewal might be accomplished. In other
words, the transaction was handled as if it
were the most important matter before the
corporation at the time.
Some years ago an acquaintance of one
of our partners modestly remarked that he
supposed we would not be interested in
bothering with the audit of his personal
accounts. Of course, he was immediately
disabused of any such notion, and a small
engagement followed, under the personal

attention of the partner. Later on the
client had some controversy with the
Federal government over tax matters, and
we were instrumental in bringing him to a
happy issue out of his difficulties. Next,
he recommended us to some of his associates with whom he was interested in some
syndicate operations, and we audited the
accounts of the syndicate; and so on.
We are proud of our service to this client.
The first work we did for him perhaps was
one of the smallest engagements we have
ever taken. But we are still serving him,
after ten years or more of relationship. He
has recommended us whenever occasion offered, and we believe him one of our friends.
The notion that accountancy practice
has assumed proportions inconsistent with
the ideals of personal service is considerable
of a fallacy. It may be a matter of pride
to some organizations that no engagement
is too large or involved for them to undertake. One of the fascinations of practice
may be found in trying to adapt the complicated machinery of a large organization
to the requirements of ideal personal service. But no service should be too small to
consider. No engagement should be too
unimportant to undertake. And anything
that is worth doing at all is worth doing
well, platitudinous though this observation
may be. Somewhere in the Good Book
is a reference to the man who, faithful in
little things, was made ruler over many.

